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US EXECUTIVE APPROVAL FORM

CUSTOMER NAME: Johnson Controls, Inc, Automotive Division #1

PARTNER/VAD NAME: Accenture or Bearing Point

Note: There are two options we are working on for this customer. Keith Block, Ron Wohl, George Roberts, and
Sergio have been invelved. Option A is to pursue an All-In-One pricing scenario which is being worked on by
Andy Bailey’s team. Option A will go through the approval process via Andy’s team. This approval is for
Option B which is for a straight license purchase with computer and admin services. Customer has requested

both options.

JC1 is a top tier automotive industry supplier recognized by Forbes, Industry Week, and InformationWeek as
being a leader in their industry and a leader in leveraging technology. Capturing this marquee account is pivitol
10 Oracle’s presence in the industry. Hence, SAP is doing everything in their power te buy the business and
undermine Oracle in the bid process. We are requesting several nonstandard terms to combat SAP tactics. The
terms have been requested based on several negotiation meetings already held and more planned for this week.
They are extremely aggressive, however we’ve been told if we do not meet the competition we will be

disqualified.

Oracle recent lost to SAP on the Paccar deal due to SAP’s aggressive price undercutting tactics in the auto
industry. This is the first major automotive supplier ERP project in 3 years to come up and SAP is undercutting

every price Oracle has placed in front of JCI.

~ SECTION1- Approval Requests: Oplli'on B for vour review. This deal is compriscd of license, computer and admin
’ services. All migration calcs and hosting discounts are standard.

HOAPP Requests:

1. Worst-casc ovcrall product and migration discount of 75% for a global roll out of the cbusiness suite, add-ons
and technology Technology to Support these applications. Team will position 70% due to SAP pricing.

2. Show nct fees only to client. Due 1o the SAP competition and the support issucs (we understand SAP is pricing
support around 18% of net L and lower), we want 1o show onc price to customer for license and support.

3. 3 vear price hold for this division only - additional uscrs only 55% for the suite, 70% add™l uscrs of all other
products

4. Tlathne support for § vears. 3% cap vrs 6-10).

5. Request to license Automotive Division of JCI for the suite (not a majority sub) and basc the suite minimum
and heensing for the add-on products in the upfront deal and the price holds (ncluding products heensed by
Emplovee/Person) only on the salaricd workers in this division. JCI has 111,000 ecmployees worldwide -
74,000 arc in the Automotive division and . JCI Auto. . Automotive is $15B of JCI $20B total revenue and
has 14.000 salaricd workers. Client will agree 1o periodic license audit to restrict licenses 1o a division if

required
6. Request to reduce the standard 20% mins 1o 10% Professional Users and hase the suite minimums and add-on

products licensed by Person/Emplovee 1o be based onlv on the 14.000 salaried employvees in the Automotive
division (we e only migrating/licensing, 10% of the Professional Users for the salaried emplovees upfront)
JCI has a disproportionate namber of factory workers which will never aceess the svstems and we wall
contractually prohibit aceess for the non-salanicd workers.
Request hostimg, fee 1o reman flat for five vears _
Reguest for first vear of hosting fees to iamp up 1o full amount as of production

J O Request tomclade Oacle™s standird comp and admm pisdelines only that oothnes iesponse tmes and othes
hostmy debverables We will not ofter anv contractual compitment to meet these, they are mternal guidehines
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only. Oracle will not be considered in breach of contract if we do not mect these guidelines.

SECTION II - Deal Summary:

Deal Summary

Programs

Global Procurement/Supplier Management and Financials with Business
Intelligence, Data Warehousing and Sourcing are options

1252 New Professional Users —eBusiness Suite — 363 Upgrading.

300 External eBusiness Users ‘
400 Sourcing Named Users

1415 9i Database New Named Users — 200 migrating

100 Data Warehouse Express Named Users

100 91AS Named Users

1915 Tutor for application users

License Discount

75% worst-casc overall
cBusiness Suite 55%
Technology - 72%
Sourcing - 82%

Tutor - 72%.

Support Discount

22% of net above
20% of license over $5 million

Comp & Admin Discount

90%

Phasced Implementation for Comp
& Admin?

Yes per request #8 above

Support Options/Holds

5 vear flatline and 3% cap yrs 6-10

Pricc Holds

3 vrs addn’l uscrs only: 55% apps. all other 70%

1ist 1.icense

$15.229.025

$ 3.350.386

1.ist Suppent

| List Comp & Admimn $1.6M (approximatc)
Net Licensc ¥ 3.807.257
Net Support $§ 837597

Net Comp & Admin

$ 1.6M (approximatc)

Net Total Price

¥ 4.044.854 (pius hosting of $1.6M)

Price List Used

current

Customer History - Existing Price Holds

Date of Price List for price hold

Existing contractual discount (price hold)

When does price hold expire?

Price hold program categories (database.
server. crp. erm. hi/pavroll. app suite)

Name of Agreement il appheable
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SECTION I11I - Justification:

' 1) Competition: SAP

o SAP has offered license for $4.1M, however it has been rumored they may initially offer software at
no charge to “buy” the business from Oracle. SAP is calculating support at 18% net. Our price is

still slightly higher.

e SAP has gained a significant footprint through JCI Automotive acquisitions, and Europe had already
made SAP decision when company consolidated operations globally 9/2002,

e This is strategic opportunity, and getting a foothold in this market may not happen again. SAP wants
to keep Oracle out of the Automotive Market, where they dominate, and we need a new Tier 1 client,
the first in a number of years. JCI ranked as the top automotive parts supplier on the ''Magnetic

40" list published by Forbes.

e Technology discount will lock us in against UDB/SQL. SAP is proposing SQL and/or Oracle for db.
SAP is quoting $125K for restricted use. JC] wants DB for enterprise to leverage for other apps
which is why they are willing to pay more $ for DB to Oracle.

2) Licenses /support shown net only and bundled with hosting to show total package value and equal price
comparison with SAP. Do not want customer to drive negotiations 1o discounts required to make sourcing
pricing competitive. SAP is offering this functionality for free. We do not want to show customer higer
discounts since they’ll drive the whole deal to be at that discount.

3) Price hold required to encourage project 1o expand beyond finance group into engineering/manufacturing
within JCI Automotive. '

\J 4) Price hold for new license add ons 10 expand footprint of cbiz suite into other required initiatives planned

for phase I of project .

5) S yr. Support flatline and cap 1o year 10 requested to address JCI requirement in RFP/Internal
Authorization Request (JAR). We've positioned 3 year flatline.

6) 55% discount of ebiz suite for future users 10 encourape expansion of use with JCI Auto and Control to
replace competitive products such as Peoplesoft for HR, QAD for Manufacturing ERP, and Matrix One for

PDM

7)  Competitive pricing for Sourcing to since SAP is providing this module at no charge. Sourcing is 40% of
the total project license cost. Sonrcing requires 82% discount for client consideration as part of the project.

8) Nonstandard cbiz pricing for JC1 Auto requested since JCI Control have not participated in this evaluation
and both divisions run independently. Request 1o license % of salaried workers instead basing price on JCI
Auto emplovees since the nomber of employees is disproportionate to the total due to a large number of
inexpensive kabor in Mexico and Eastern Europe. The total number of professional users licenses is based

on the number of salavied employees, which is proportionately less than a normal company of this size.
9)  Migration licenses identified and upgrade pricing is estimated for final approval week of 2/3.
10) Existing JCYOracle SLSA can be used from year 2000 per Rob Ovr of Ovacle legal,

v/
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' J Recommendation: (leave blank for HOAPP 1o fill out)

Submitted By: Dave Lazor and Mark Kreighbaum

R: (leave blank for HOAPP 10 fill out)
C:

L:

A:

BP:

LRI T e e YT 1]

PLEASE NOTE THAT HQAPP WILL NOT REVIEW ANYTHING BELOW AND NOTHING BELOW
WAS CONSIDERED FOR THEIR APPROVAL. ONLY DETAILS IN THE REQUEST SECT]ON
(SECT ION 1) ABOVE WERE CONSIDERED IN THE APPROVAL GRANTED.

-/
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SECTION 1V — Computer and Admin Services:
(Delete this section if not applicable)

’ 1f Computer and Administration Services or Administration Services are being ordered please provide
information below:

Does this deal include Phased Implementation? No

Liccnse minimums met at each implcmentation phase?

Is customer purchasing the Ebusiness Suite? If so what is the total employee population?

Is the 20% rule met in each phase? No - Explained in justification.

Is the 10% professional user rule met in each phase? Yes

Computer and Administration or Administration Services hosting minimums met at each implementation phase?
($6,000 monthly for C&A and $4,000 monthly for Admin for EBSO only Yes

($6,000 monthly for C& A for Collaboration Suite)

($12,000 monthly for C&A for EBSO and OTO and $8,000 monthly for Admin only for EBSO and OTO)

Example: A customer wishes to purchase Computer and Administration Services for 91 and Financials. The net annual
fees for 9i arc $63K and the net annual fees for Financials arc $100K. An incremental fee is not required since the total
fees of $163K arc preater than the $144K annual minimum

Notc: If a customer is purchasing a databasc/ias license simply to be in comphance with E-Business Suoite requirements
(c.g. they are making modifications). they must purchase Quisourcing for the databasc/ias as well the E-Business Suite
application, but this is not considcred Technology Outsourcing and they only need to mect the E-Business Suite
minimums of $48.000 for Administration Scrvices onhy and $72.000 for Computer and Administration Scrvices. On
the other hand, if the customer is specifically implementing 9iAS/91 functionality such as Portal or Data Warchousc in
addition to E-Busincss Suite. that 1s considered Technology: Qutsourcing and the customer must meet the mimimums for
hoth Technology and E-Business Suite Outsourcing. Thus. the minimums would be $96.000 for Administration
Scrvices onlyv and $144.000 for C omputer and Admmisiration Services. The customer must be in compliance with

databasc licensing requirements

J Docs this deal have a subet of uscrs?
What is the entire License set?  What is the justification for a subsct?

Standard Ordering Document Terms? No Client wants Oracle to pay for data mlp.llmn if Oracle discontinues
hosting business.

Standard pricing?  Yes : o
1s Customer using the Certified Configuration (applies to Admin only)? Yes

Administration Scrvices or Computer and Administration Services: '

Applications or Technology or both: Both
Customer email address (lLJllllLd) monte g nud«ols’(wu com -
Scrvice Implementer (required): Oracle Consulting, o

For existing licenses - (NOTE: Validation of | CSI Numbu e
existing licenses and support must be obtamed Oniginal License /\x'uunu)l

from licmgmtiazus oracle.com) All exsintg
Ongmal Order Eniry No.

o Date of Oripinal License l’urt hase

/\u l(|([ll|( users bong puuh l\((i lm ll)p'l( |lu>n\ that arc abre: ul\ h()\lul’
Is llnx pm(h.)xg of Administration Kunu\ or Compuier .m(l Administration \(I\lu‘ byva uvlmnu \\hn 15 puuh.\\lnp

Outsourcing for addinenal products which were not previousty hosted?
Arcany self-service apps for use outsade Iln firewall beng purchased? f\n
id customer purchase Fastborwg iwd Online Financials RPM (5 dayample ment; hon pu(nnlwnlul peneral luh'u)’

15 customar pore hasing an ll,(.umny Subse ription” Tator

-/
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Customer and Administrative Information — all fields must be filled in

Customer's EXACT Legal Name:

Business Address:

City / State / Zip:

Customer Contract Admin:

Phone #:

Fax #:

E-mail ID:

Billing Contact:

(Partner/VAD if Indirect):

Address:

City / State / Zip: |

Phone #:

Fax #:

E-mail 1D:

Tax Status :

Excmpt (Nced certificate for ship 1o state if not on Oracle's Tax
Excmption Log)

Non-Exempt

Shipping Contact;

Addrcss:

Cuv / State / Zip:

Phone #:

Fax #:

E-mail ID:

Technical Support Contact:

Address:

_ Ciy / State / Zip:

Phonce #:

- » Fax #:

o Email ID;

Partner Name (Indirect):

__Address:

ity /State/ Zop: |

Contact Admin:

Phone 4

_ Fax | '

 temail 1D

v/
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. Education (EPPC)
Education Prepaid Credit Amount: b
J Education Discount: %
Education Revenue: A
Education Sales Rep:

PROCESSOR/NAMED USER PROGRAMS/COMPUTER PROGRAMS (REQUIRED INFORMATION)

Make and Operating System required for each program:

Make:

0S:

PROGRAMS:

Applications .

Will applications bc modificd: Ycs No
Will users be accessing modified Apps from the' web: Yes No
Have all prerequisites been included: Yes ___No
Will users use Fast Forward RPM: Ycs No
Will applications be hosted: Yes No
Indicate databasc that Apps will run on: . ' :

’ Indicate CSJ for existing prerequisite databasc and tools:

Options not requiring HOAPP, Tier 1, or Tier 2 Approval

8]
(2)
(3) :
(4) S _—

Internal Administrative Information

Apphcations Sales Manager

Account Manager
1SD Rep

Education Sales Rep o » _ L ~

Support Renewals Rep ]

Preniinm Support Rep _ A

Miprations Manager | S

Is there o teaming agreenent” , Yes (f ves, Tist all approprate reps)
) No
Requesten Name

Business Telephone:
Cell Phone
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